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Common indicators for change

“Swivel chairing” between apps

Long sales cycles

Lack of visibility to customer activity
Headcount growth is proportional to revenue
Challenges with on-time, accurate renewals

Volume of billing disputes

PIDOCD

Root causes

Limited governance across all service lines
Growth through M&A

Reps responding slower to customers from cumbersome
manual processes

System architecture not aligned with customer journey

Lack of process automation and systemic controls to scale
operations

No automation of renewal opportunities, impacts visibility
High volume of “touch” renewals

Complex product catalog and rogue discounting
Lack of clear visibility of terms and upstream controls



Effective

decision-making

Technology
before holistic
strategy

Keeping
“legacy”
without a plan
for retirement

Balancing

optimization vs.

daily
responsibilities

RSM

Challenges with Quote-to-Cash optimizations

Establishing
tight customer
hand-offs

Decision-making
process

Delegating authority

Handling leadership
changes,
misaligned vision

Lack of quantitative
analysis to support
decisions

Implementing
systems without
fixing underlying
root cause

Lift & Shift vs.
Innovate

Highly customized
systems

Legacy agreements
with large
customers

Historical data
challenges

Time management
Calibrating
management
expectations

Employee burn-out

Sales to
Professional
Services (PS)
Sales to Fulfillment

Sales to Finance

PS to Support



Considerations before integrating

Current state
assessment

Defining vision
and goals

Creating an
actionable
iImplementation
plan

RSM

Evaluating
budget and
resources
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High-value, leading practices of Quote-to-Cash

Based on our experience, there are 6 enablers for successful business optimization through quote-to-cash.
Executive alignment on strategy

Appointed cross-functional core team
Change management and communications are critical

Defined customer pathways

Documented business rules
Product-led vs. sales-led motions

Co-terming contracts (short vs. long)

Direct vs. partner channels

Standard contracts, pre-approved exception clauses
Touch vs. no-touch renewals

Discounting, approval thresholds

Integrated application architecture .
Scalable and flexible

Adoption of process automation

Auto-creation of downstream processes (provisioning,
implementation, billing) and future customer
touchpoints (renewals)

Reduce risk and improve operational efficiency

.

Data governance program
Capturing accurate real-time data

Focus on building 360° view of customer, enabling
intelligence



Readiness factors

O

Clear vision and goals

Budget and resource availability

It

Objective assessment of current
state

@

Project execution capabilities and
domain expertise

RSM

People, Process, Technology, and
Data roadmap

Actionable plan with potential
phased approach
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Contact us

Max Rudman Paul Morgis Bryan Boroughf
Director, Management Director, Salesforce | RSM

Brian Schilling
CEO | Prodly Consulting | RSM

Director, NetSuite | RSM

brian.schilling@rsmus.com mrudman@prodly.co paul.morgis@rsmus.com bryan.boroughf@rsmus.com
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THE POWER OF BEING UNDERSTOOD
ASSURANCE | TAX | CONSULTING

This document contains general information, may be based on authorities that are subject to change, and is not a substitute for professional advice or services. This document does not constitute assurance, tax, consulting, business,
financial, investment, legal or other professional advice, and you should consult a qualified professional advisor before taking any action based on the information herein. RSM US LLP, its affiliates and related entities are not responsible

for any loss resulting from or relating to reliance on this document by any person. Internal Revenue Service rules require us to inform you that this communication may be deemed a solicitation to provide tax services. This communication
is being sent to individuals who have subscribed to receive it or who we believe would have an interest in the topics discussed.

RSM US LLP is a limited liability partnership and the U.S. member firm of RSM International, a global network of independent assurance, tax and consulting firms. The member firms of RSM International collaborate to provide services to

global clients, but are separate and distinct legal entities that cannot obligate each other. Each member firm is responsible only for its own acts and omissions, and not those of any other party. Visit rsmus.com/aboutus for more
information regarding RSM US LLP and RSM International.

RSM, the RSM logo and the power of being understood are registered trademarks of RSM International Association.
© 2024 RSM US LLP. All Rights Reserved.
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